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that appeared in Bank Marketing Magazine, 
January through December, 1981. 

It was compiled by Lois Remeikis, 

head reference librarian, BMA‘s 

Information Services Department. 


Subjects 


ADVERTISING 


Ad Techniques; The Drawing Power of 
Cartoons, Murray Raphel (February, 
p. 49). 


Ad Techniques; Yes, Virginia, There 
Are Loyal Customers, Murray Raphel 
(December, p. 25). 


Ad Techniques; Make Them Think 
Your Bank’s a Specialist, Murray 
Raphel (May, p. 29). 


Ad Techniques; Tell ‘Em What You're 
Against, and They’ll Know What 
You're For, Murray Raphel (April, p. 25). 


Ad Techniques: 10 Ways To Grab At- 
tention, Hold Interest, and Influence 
Buying, Murray Raphel (November, 
p. 29). 


ADVERTISING BUDGETS 


Making the Ad Budget Experience Less 
Frustrating, John D. Domer, Jr. (July, 
p-. 19). 


ANNIVERSARIES 


New Services/Promotions; Bank’s 75th 
Anniversary Spots Feature ‘‘Old”’ 
News (March, p. 43). 


ANNUAL REPORTS 


The Annual Annual Report Hassle and 
Ways To Avoid It, John Sebestyen (Sep- 
tember, p. 17). 


ASSET & LIABILITY MANAGEMENT 


Community Bank Update; Retooling 
Needed To Match Assets With 
Liabilities, Douglas R. Hanks (March, 
p. 8). 


ATMs 


A Community Bank ATM Success 
Story, Rebecca N. Vaughn (January, 
p. 17). 


An Exercise in Forecasting, August G. 
St. John (August, p. 20). 


New Services/Promotions; ATMs 
Replace Tellers at New Banking Center 
(November, p. 48). 


BANK IMAGE 


New’ Services/Promotions; Flowers 
Create an Image for Florida State Bank 
(November, p. 47). 


New Services/Promotions; Study 
Shows Commercial Banks, Credit 
Unions Have Best Images (November, 
p. 49). 


Taking the Risk Out of Decision 
Making, William J. Kehoe and John H. 
Lindgren, Jr. (September, p. 37). 


What’s in a Name?, Robert E. Lee 
(January, p. 14). 


Your Corporate Identity Program: Will 
It Travel in an Interstate En- 
vironment?, Edwin F. Lefkowith 
(August, p. 12). 


BANK SELECTION 


Marketing Commercial Services, Pat 
Donnelly and Linda Riddle (August, 
p. 28). 


Taking the Risk Out of Decision 
Making, William J. Kehoe and John H. 
Lindgren, Jr. (September, p 37). 


BRANCH OPENINGS 
New Services/Promotions; Mechanics 


NB (Calif.) Celebrates With Tools 
Sweepstakes (June, p. 43). 


New Services/Promotions; Savings 
Bank Opens Branch on Wheels (August, 
p. 47). 


Putting the ‘‘Grand”’ in Grand Opening, 
Chris M. Langenberg (November, p. 22). 


BUSINESS DEVELOPMENT 


Ad Techniques; Lessons From Suc- 
cessful Salespeople, Murray Raphel 
(September, p. 42). 


CALL PROGRAMS, OFFICER 


A Solicitation Program for $30 or Less, 
Lyle W. Hulke (October, p. 14). 


Ad Techniques; Lessons From Suc- 
cessful Salespeople, Murray Raphel 
(September, p. 42). 


CERTIFICATES OF DEPOSIT 


Chinks in the Armor: A Critical Look at 
Money Market Funds, Steven W. Seely 
(July, p. 12). 


Eye on the Competition: Are You Ready 
for the Financial Agent?, Charles E. 
Bartling (September, p. 12). 


New Services/Promotions; Market Plus 
Accounts Introduced by Manny Hanny 
(September, p. 60). 


CHILDREN SERVICES 

New Services/Promotions; Kitty Club: 
A Complete Savings Program for 
Children (June, p. 44). 

COMMERCIAL ACCOUNTS 

Ad Techniques; How To Woo and Cap- 
ture the Commercial Customer, Murray 
Raphel (June, p. 22). 

Electronic Cash Management: The Cor- 


porate Toy Grows Up, Sandra G. Car- 
cione (February, p. 13). 
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Marketing Commercial Services, Pat 
Donnelly and Linda Riddle (August, 
p. 28). 


COMMUNITY BANKING 


Community Bank Update; A Need for 
Changes and the Reasons Why, Gary H. 
Raddon (February, p. 9). 


Community Bank Update; Retooling 
Needed To Match Assets With 
Liabilities, Douglas R. Hanks (March, 
p. 8). 


Community Bank Update; Taking the 
Reins of Product Development, Gary H. 
Raddon and Daniel Huyser (November, 
p. 8). 


Community Bank Update; Time To 
Redefine Your Business, Douglas R. 
Hanks (September, p. 8). 


Where Community Bank CEOs Stand 
on the Issues, BMA Survey (January, 
p. 19). 


COMMUNITY RELATIONS 


Ad Techniques; Investing in the Arts, 
Murray Raphel (January, p. 21). 


New Services/Promotions; Anchorage 
Landmark Saved (October, p. 54). 


New Services/Promotions; Awards 
Program Recognizes Outstanding 
Home Improvement (September, p. 62). 


New Services/Promotions; Banco 
Nacional Sponsors Mexican Art Exhibit 
in U.S. (July, p. 42). 


New Services/Promotions; Bank's In- 
tervention Helped Local Economy (Oc- 
tober, p. 58). 


New Services/Promotions; Beauti- 
fication Program—A Gift to Gainesville 
(October, p. 59). 


New’ Services/Promotions; Chicago 
Bank and the Bears Help Youngsters 
Tackle Crime (November, p. 48). 


New Services/Promotions; Conser- 
vation Program Alleviates ‘‘Drought”’ 
in New York State (October, p. 58). 


New Services/Promotions; Mercantile 
Trust Opens Money Museum in St. 
Louis (November, p. 48). 


New Services/Promotions; Quiz Helps 
Cure Educational Ills (October, p. 56). 


New Services/Promotions; Soap Box 
Rally Brought Candidates to People 
(October, p. 56). 


New Services/Promotions; Sutter 
House Contributes to Community 
Pride (October, p. 54). 


Perspectives on Community Relations: 
Downtown Bank and Neighborhood 
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Bank, Norman Ross and Olga Hynes (Oc- 
tober, p. 23). 


COMPETITION 


Eye on the Competition: Are You Ready 
for the Financial Agent?, Charles E. 
Bartling (September, p. 12). 


Eye on the Competition; Brace Your- 
self; Here Comes ‘82, Charles E. Bart- 
ling (December, p. 7). 


Eye on the Competition; Credit 
Unions—An Awakening Giant, Charles 
E. Bartling (October, p. 10). 


Eye on the Competition; Thrifts Fiddle 
While Other Non-Bank Assets Soar, 
Charles E. Bartling (November, p. 12). 


Washington Letter; Two Different 
Worlds, Philip C. Meyer (June, p 4). 


CONSUMER EDUCATION 

Consumer Information—Education or 
Exploitation?, Brenda L. Schneider (Oc- 
tober, p. 28). 


New Services/Promotions; Crocker Of- 
fers ‘‘Bank-Ed” (July, p. 41). 


New Services/Promotions; New Book 
Tells Consumers How To Avoid High 
Utility Bills (November, p. 49). 


CONTESTS 


New Services/Promotions; Christmas 
Club A Corporation Announces Sweep- 
stakes (June, p. 43). 


The Training Program That Won't 
Stop!, Virlea Mays (March, p. 26). 


COUPONS 

Ad Techniques; Jump on the Coupon 
Bandwagon, Murray Raphel (March, 
p. 28). 


CREDIT UNIONS 


Community Bank Update; Credit 
Unions Revisited—Playing on a Level 
Field, Douglas R. Hanks (January, p. 8). 


Eye on the Competition; Credit 
Unions—An Awakening Giant, Charles 
E. Bartling (October, p. 10). 


CUSTOMER RELATIONS 


Ad Techniques; How To Bring the 
Customer Back Alive, Murray Raphel 
(August, p. 31). 


DEREGULATION 


Community Bank Update; Funds Game 
Sorts Banks Into ‘‘Haves’’ and ‘‘Have 
Nots,’’ Douglas R. Hanks (June, p. 8). 


Community Bank Update; How To 
Capitalize on Deregulation, Lawrence 
“Biff'' Motley (October, p. 8). 
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Community Bank Update; An Idea 
Whose Time Has Come: The 
Deregulation Study Group, Douglas R. 
Hanks (December, p. 8). 


Community Bank Update; A Need for 
Change and the Reasons Why, Gary H. 
Raddon (February, p. 9). 


Washington Letter; Racing Downhill to 
Rate Decontrol, Philip C. Meyer (August, 
p. 4). 


Washington Letter; Two Different 
Worlds, Philip C. Meyer (June, p. 4). 


Washington Letter; DIDC Submits 
Schedule for Rate Decontrol, Philip C. 
Meyer (May, p. 7). 


DIRECT MAIL 


Direct Marketing: Reaping the Rewards 
of Accountable Advertising, Robert 
Stone (July, p. 16). 


Guidelines for a Successful Direct-Mail 
Program, Henry J. Meininger (April, 
p. 16). 


EFTS 


Electronic Cash Management—The 
Corporate Toy Grows Up, Sandra G. 
Carcione (February, p. 13). 


Let’s Be Realistic About EFT, Edward 
E. Furash (May, p. 13). 


New Services/Promotions; PLUS ATM 
Shared System Adds Banks in 11 
States (June, p. 44). 


EMPLOYEE PUBLICATIONS 


How To Play the House Organ, Chris M. 
Langenberg (February, p. 19). 


FINANCIAL COUNSELING SERVICES 


Eye on the Competition: Are You Ready 
for the Financial Agent?, Charles E. 
Bartling (September, p. 12). 


A Model for Matching Financial Needs 
With Personal Finances, Edgar M. 
Coster (May, p. 20). 


INCENTIVE PROGRAMS 


The Training Program That Won't 
Stop!, Virlea Mays (March, p. 26). 


IN-HOME BANKING 


New Services/Promotions; ‘‘In-Home”’ 
Banking for Companies Arrives in 
Oklahoma (November, p. 47). 


Positioning Your Bank for In-Home 
Banking, Charles E. Bartling (April, 
p. 12). 


INSTALLMENT LOANS 


Community Bank Update; The Ad- 
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vantages of Fixed-Payment, Variable- 
Rate Installment Loans, Lawrence 
“Biff’ Motley and Dan Huyser (April, 
p. 8). 

Consumer Loans Climb Aboard the 
Rate Roller Coaster. Sandra G. Carcione 
(December, p. 19). 


INTEREST RATES 


Community Bank Update; The Ad- 
vantages of Fixed-Payment, Variable- 
Rate Installment Loans, Lawrence 
“Biff’ Motley and Dan Huyser (April, 
p. 8). 


Community Bank Update; Funds Game 
Sorts Banks Into ‘‘Haves’’ and ‘“‘Have 
Nots,’’Douglas R. Hanks (June, p. 8). 


Consumer Loans Climb Aboard the 
Rate Roller Coaster. Sandra G. Carcione 
(December, p. 19). 


Washington Letter; Racing Downhill to 
Rate Decontrol, Philip C. Meyer (August, 
p. 4). 


INTERSTATE BANKING 


Washington Letter; Prospects for In- 
terstate Banking, Philip C. Meyer 
(February, p. 5). 


Your Corporate Identity Program: Will 
It Travel in an Interstate En- 
vironment?, Edwin F. Lefkowith 
(August, p. 12). 


INVESTMENT SERVICES 


Chinks in the Armor: A Critical Look at 
Money Market Funds, Steven W. Seely 
(July, p. 12). 


New Services/Promotions; First of 
Chicago Tells About Its Precious 
Metals Program (January, p. 37). 


New Services/Promotions; New York 
Bank Readying Voice-Activated Trans- 
actions (July, p. 42). 


Washington Letter; Lowering the 
Barriers of Glass-Steagall, Philip C. 
Meyer (September, p. 4). 


Washington Letter; Two Ways To Go 
on Money Market Funds, Philip C. 
Meyer (April, p. 5). 


MANAGEMENT 


Book Review; More Than a 
Management Theory, Henry Holtzman 
(October, p. 60). 


Do’s and Don’t’s for Research Direc- 
tors, Sallie Melvin (June, p. 18). 


An Exercise in Forecasting, August G. 
St. John (August, p. 20). 


How To Increase the Productivity of 
Bank Employees, Roy W. Walters 
(March, p. 24). 


A Model for Matching Financial Needs 
With Personal Finances, Edgar M. 
Coster (May, p. 20). 


PR and Marketing: Adversaries or Part- 
ners?, Michael P. Sullivan (April, p. 22). 


Taking the Risk Out of Decision 


Making, William J. Kehoe and John H. 
Lindgren, Jr. (September, p. 37). 


MARKETING SERVICES 


1981 Directory of Bank Marketing Ser- 
vices, Paid Listing (February, p. 21). 


MONEY MARKET MUTUAL FUNDS 


Chinks in the Armor—A Critical Look 
at Money Market Funds, Steven W. 
Seely (July, p. 12). 


Washington Letter; Lowering the 
Barriers of Glass-Steagall, Philip C. 
Meyer (September, p. 4). 


Washington Letter; Two Ways To Go 


on Money Market Funds, Philip C. 
Meyer (April, p 5). 


MONTHLY STATEMENTS 
The Old Monthly Statement, It Ain’t 
What It Used To Be, Michael Clive and 


Francine Russo (November, p. 14). 


NAME CHANGE 


What’s in a Name?, Robert R. Lee 
(January, p. 14). 


Your Corporate Identity Program: Will 
It Travel in an Interstate En- 
vironment?, Edwin F. Lefkowith 
(August, p. 12). 


NEW ACCOUNTS 


Community Bank Update; Preliminary 
Results of NOW Account Strategies, 
Gary H. Raddon (May, p. 10). 


PLANNING 


It's Time To Stroke the Upscale 
Customer, Marilyn MacGruder Barne- 
wall and William F. Shea (December, 
p. 11). 


The Uncontrollables Will Get You If 


You Don’t Watch Out, Harold S. Taxel 
(December, p. 23). 


PREMIUMS 


Ad Techniques; The Psychology of the 
Second Interest, Murray Raphel (July, 
p. 26). 


New Services/Promotions; Hand- 
crafted Premiums Used To Promote 
New ATM System (May, p. 45). 


New Services/Promotions; Physical Fit- 
ness Is Theme of Bank’s Premium 
Program (August, p. 48). 


The Premiums Picture, Pat Russell 
(August, p. 16). 


PRODUCT DEVELOPMENT 


Community Bank Update; Taking the 
Reins of Product Development, Gary H. 
Raddon and Daniel Huyser (November, 
p. 8). 


PRODUCTIVITY 


How To Increase the Productivity of 
Bank Employees, Roy W. Walters 
(March, p. 24). 


Book Review; New Book Contains Pro- 
ductivity Checklist, Henry Holtzman 
(September, p. 68). 


PUBLIC RELATIONS 


PR and Marketing: Adversaries or Part- 
ners?, Michael P. Sullivan (April, p. 22). 


REPURCHASE AGREEMENTS 


Community Bank Update; 
Rediscovering Retail Repurchase 
Agreements, Gary H. Raddon and Daniel 
Huyser (August, p. 8). 


RESEARCH 


Census Technology: For Banks of All 
Sizes, M. F. *‘Max”’ Eveleth, Jr. (January, 
p. 10). 


Do’s and Don’t’s for Research Direc- 
tors, Sallie Melvin (June, p. 18). 


How a Community Bank Kept Its Ear to 
the Ground, Judy Brown (September, 
p. 23). 


How Large Should Your Sample Be? 
Robert L. Kramer (June, p. 10). 


A Model for Matching Financial Needs 
With Personal Finances, Edgar M. 
Coster (May, p. 20). 


Results of Cluster Research Carry 
More Weight, Joan Franklin and James 
C. Montague (June, p. 14). 


Taking the Risk Out of Decision 
Making, William J. Kehoe and John H. 
Lindgren, Jr. (September, p. 37). 


SAVINGS 


Community Bank Update; Retaining 
the Rate-Sensitive Investor, Lawrence 
“Biff” Motley (July, p. 8). 


Washington Letter; Moving Toward 
Tax Incentives for Saving, Philip C. 
Meyer (July, p. 4). 


Washington Letter; Pop Quiz on Tax In- 
centives for Saving, Philip C. Meyer (Oc- 
tober, p. 4). 


SAVINGS AND LOANS 


Eye on the Competition; Thrifts Fiddle 
While Other Non-Bank Assets Soar, 


DECEMBER 1981 BANK MARKETING 33 


RF tees 


« 


we ae ; pty 
ae the oa : / x 7 
ieee rs y , : Tt i . 4 
Bok ae ae en / re : . “ ae 
7 na 
t sf ia 
>. ig 
‘a e 
————————LLLLXLCS—LLLLLLLLLL LLL nae § . 
‘ one om ys 
fs. Soars 
ey fe Bs 
s ” : ey Be 
pif a ee 
. toe 
. > des 
es oh 
Ee 
lens e es, 
: ee ay 
; ce Ae 
| es el ae 
Poe 
- paras 
i Bahasa ‘fe 
Be pees 
= Ls es 
: eg See 
be eo - 
Be ak, a 
es tO 
J Carine. 
pet eae 
ae. 
' ; “| Raul a 
: i ee Meee 
at paseniniscsinieaTnceshcneseas-seiieee eS 
. Bo oe 
a ae 
i ee bY 
yo No Paaae 
: or Vales 
———— LE eae 
a 
ee a foes 
t PE IE ne 7 ag i 
7 oa 
ia, 
as sae 
| ES Po fe # 
si eee 
ee Mex: 
; SN S ape aj 
se 
aes a 
i Saas 
a: 5h 
| ce 
ee aw 
2 ae 
Mo ee 
ad si 
g eS ae 
- es Cre 
St Se 
ae 
ne 
ss eo 
ee 
ae ae 
+f  e it See 
2 ie . 
ad 7 
: a 
eee 
oe 
< Ne Be 
Des Se eee 
—————— . ! 
es ae 
OS re hs ae 
es ce 
vane? 
ia a ae 
es ae 
+ ft ae 
7 J) Sneam 
<a 
Paty ee 
57s" ard 
es ye 
pectin ae 5 A Bia 
La 
4 ee, 
— 
ee aE 
— 
ee 
, 
: ; ee. 
; f ij : 1 Se 
: - fos } t BS ie 


Se 


(November, p. 4). 


SAVINGS PROMOTIONS 


p. 43). 


Children (June, p. 44). 


SEGMENTATION 


p. 11). 


New Services/Promotions; 


for Seniors (June, p. 43). 


Smith, Jr. (March, p. 13). 


Bank Employees, 
(March, p. 24). 


(November, p. 50). 


Selling Role”’ (July, p. 42). 


TELEPHONE MARKETING 


ber, p. 18). 


TRUSTS, PERSONAL 


With Personal Finances, 
Coster (May, p. 20). 


(March, p. 42). 


Meyer (July, p. 4). 


YOUTH RELATIONS 


tember, p. 60). 


oe 


Charles E. Bartling (November p. 12). 


Washington Letter; Restructuring the 
Thrift Industry, Philip C. Meyer 


New Services/Promotions; Dial-A-Rate 
Keeps Investors Up To Date (June, 


New Services/Promotions; Kitty Club: 
A Complete Savings Program for 


How To Measure the Newcomer Mar- 
ket, Webb C. Howell (December, p. 16). 


It's Time To Stroke the Upscale 
Customer, Marilyn MacGruder Barne- 
wall and William F. Shea (December, 


SENIOR CITIZENS SERVICES 


American Sponsors Security Seminars 


STAFF TRAINING 
Before You Go Into Video... , Welby A. 


How To Increase the Productivity of 
Roy W. Walters 


New Services/Promotions; 
Program Upgrades Teller Position 


New’ Services/Promotions; 
Publication Released: ‘‘Bankers in the 


The Training Program That Won't 
Stop!, Virlea Mays (March, p. 26). 


Why the Telephone Should Be in Your 
Marketing Mix, Ernan Roman (Novem- 


A Model for Matching Financial Needs 


New Services/Promotions; New Trust 
Service Aims at College Fund Market 


Washington Letter; Moving Toward 
Tax Incentives for Saving, Philip C. 


New Services/Promotions; 
“Sponsor Youth Magazines 
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Rate Installment Loans (April, p. 8). 


Raddon, Gary H.: Community Bank Up- 
date; A Need for Change and the Reasons 
Why (February, p. 9), Preliminary 
Results of NOW Account Strategies(May, 
p. 10). 


Raddon, Gary H., and Daniel Huyser: 
Community Bank Update; Rediscovering 
Retail Repurchase Agreements (August, 
p. 8), Taking the Reins of Product 
Development (November, p. 8). 


Raphel, Murray: Ad Techniques; Crisis: 
Opportunity in Disguise (October, p. 32), 
The Drawing Power of Cartoons 
(February, p. 49), How To Bring the 
Customer Back Alive (August, p. 31), 
How To Woo and Capture the Com- 
mercial Customer (June, p. 22), In- 
vesting in the Arts (January, p. 21), 
Jump on the Coupon Bandwagon 
(March, p. 28), Lessons From Successful 
Salespeople (September, p. 42), Yes, 
Virginia, There Are Loyal Customers 
(December, p. 25), Make Them Think 
Your Bank's a Specialist (May, p. 29), 
The Psychology of the Second Interest 
(July, p. 26), Tell ‘Em What You're 


Against, and They'll Know What You're 
For (April, p. 25), 10 Ways To Grab At- 
tention, Hold Interest, and Influence 
Buying (November, p. 29). 


Riddle, Linda, and Pat Donnelly: Mar- 
keting Commercial Services (August, 
p. 28). 


Roman, Ernan: Why the Telephone 
Should Be in Your Marketing Mix 
(November, p. 18). 


Ross, Norman, and Olga Hynes: Per- 
spectives on Community Relations: 
Downtown Bank and Neighborhood Bank 
(October, p. 23). 


Russell, Pat: The Premiums Picture 
(August, p. 16). 


Russo, Francine, and Michael Clive: 
The Old Monthly Statement, It Ain't 
What It Used To Be (November, p. 14). 


St. John, August G.: An Exercise in 
Forecasting (August, p. 20). 


Schneider, Brenda L.: Consumer In- 
formation—Education or Exploitation? 
(October, p. 28). 


Sebestyen, John: The Annual Annual 
Report Hassle and Ways To Avoid It (Sep- 
tember, p. 17). 


These quality openers are hot foil 
stamped with your name, logo or 
trademark, making them afford- 
able premiums. Whether you 
choose the old world walnut- 
grained letter opener or collaps- 
ible two-piece corkscrew, you give 
your customers and prospects a 
useful and enduring reminder of 
you. Our quality construction and 
custom stamping make them 
inexpensive but never cheap. 

* Other hot foil colors available. 


Seely, Steven W.: Chinks in the Ar- 
mor—A Critical Look at Money Market 
Funds (July, p. 12). 


Shea, William F., and Marilyn 
MacGruder Barnewall: It's Time To 
Stroke the Upscale Customer (December, 
p. 11) 


Smith, Jr., James J.: Council 
Report—Corporate Marketing /{Sep- 
tember, p. 54). 


Smith, Jr., Welby A.: Beiore You Go Into 
Video (March, p. 13). 


Stone, Robert: Direct Mar- 
keting: Reaping the Rewards of Ac- 
countable Advertising (July, p. 16). 


Sullivan, Michael P.: Council 
Report—Public Relations (February, 
p. 61), PR and Marketing: Adversaries 
or Partners? (April, p. 22). 


Taxel, Harold S.: The Uncontrollables 
Will Get You If You Don’t Watch Out 
(December, p. 23). 


Vaughn, Rebecca N.: A Community 
Bank ATM Success Story (January, 
p. 17). 


Walters, Roy W.: How To Increase the 
Productivity of Bank Employees (March, 
p. 24). 


SEND FOR FREE SAMPLES 
Send us your business card and 
we'll send you free samples, addi- 
tional information and _ prices; 
write to: 


[franmara 


a 


FRANMARA INC. ¢ P.O. Box 652 
Woodland Hills, CA 91365 U.S.A. 
Telephone (213) 346-5455 

Telex: 182308 FRANMARA CNPK 
Cable Address: FRANMARCO 


CIRCLE NO. 33 ON READER REPLY CARD. 


DECEMBER 1981 BANK MARKETING 35 


+ 


eee 


se 


= 


ia aaa i ain aca he ie i in 
at AS ae 5 “ 


Oe an 
ee 


* 
»? 
aie 


$ sas Sel a nileg Le 


a ra 
os : 
5 ii zat 
3 
Po : 
“ig 
a 
a 
“ iy 
: Stee 
“ly 
| i i [ 
pa 
° Pe 
ii ! 
Just for Openers. < 3 
a ¥ ners > ae 
RS ea pelea te are pene " oa ; ma € Re 
| Whe ther eae ee - Pe, | i 
. oe ‘ : et nee: er opening 4 eo 4 4 
letters,wineor 7} S 
ON ie Tg eee ad et et Rat ab sgl he. < ery is Lu 
, pe ee - es sf . er aa “3 a Vee ¥ —_ laa 2 4 Ss 
aie Uieak ped*Openersthatmake = qe a. 
. Bee. 1€ deal pron otional give-a vays. Pedi ee ‘ Ek sila 4 : oe 
a « VSA 3 ri on Ce Cire, 0 Cire fe 
) | “oh i 4 eee 
Te ral aie oe 
= c=> —_-~ oy 
. oa = _ nad ee ae. 
= aa Age i es “wr Ts4 
| | <=  -! A Daa ae ca od 
eas 
roe 
es “a 
oo 5 
oe 
: 4 
an To , | oS 
_! set ee re ; . . oe 
: a a 
7 gi 


